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Method for Managing Wireless Telecommunications Bills 



This application claims the benefit of United States Provisional 
Application No. 60/415,365, filed October 2, 2002, which is incorporated by 
reference herein as if set forth in its entirety. 

The present invention is directed to a method of wireless 
telecommunication bill management for end user subscribers. The method 
provides complete bill management for wireless subscribers including, for 
example, establishing a baseline report, receiving and analyzing a subscriber 
bill, requesting and posting credits from wireless telecommunication providers. 

Background of the Invention 
Cellular phone bills are confusing and difficult to manage. Federal 
Communications Commission statistics from the fourth quarter of 2001 show 
1,323 of 2,423 complaints relating to wireless service were about billing. This 
illustrates obvious confusion and dissatisfaction with the billing process. 
Businesses are especially susceptible to extraordinary costs due to the variable 
nature of the rate plans and usage; it is one of the few costs that is billed by 
the minute and therefore can significantly change by an hour or two of extra 
usage. Typically, subscribers do not know how to read their communications 
bill, and because of this, subscribers are often being billed incorrectly. This 
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frequently results in significantly higher bills than necessary and mismatched 
applications of technology. 

According to the Strategis group, "Wireless voice service has reached a 
commodity status, whereby all carriers across the United States offer voice 
minutes to subscribers at very competitive rates" (US cellular/ PCS 
marketplace: outlook and forecasts, 2001). This translates to three important 
factors in the wireless market today: 1 . Because the carriers are marketing 
based on commodity pricing, they are more focused on the consumer market 
and not the business market. 2. Because the commodity prices continue to fall, 
there are not only decreasing margins on rate plans, but also are offering a 
greater number of rate plans. Therefore, as their own margins decrease, 
carriers are not rewarded to service these customers proactively, nor are they 
rewarded to make the bills correct. 3. Because the commodity structure now 
focuses on price, carriers gain subscriber adds by lowering rate plans. These 
prices are falling an average of 5% per year. 

Presently, any subscriber can manage his or her own wireless bill; 
however, this requires them to have: 

1 . Billing knowledge to insure they can correctly read a bill to determine 
its format and what is it telling the user. 
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2. Wireless knowledge to confirm the rate plans that are supposed to be 
billed are in fact the ones that are being billed and the details of the plan 
(minutes, coverage areas, features etc) are equivalent to what their plan offers. 

3. The format to simplify the process and enable the user to identify 
comparisons to a baseline. 

4. Wireless carrier knowledge to negotiate through the carrier end of the 
billing cycle to get credits posted. Although the layperson may be able to have 
some of these processes in place, they probably do not have all and thus 
cannot implement the same process as the discussed method. 

In addition, some of the carriers are offering services to help subscribers 
onto a better rate plan if the subscriber initiates a call to a national customer 
service number and asks for a better rate plan. Further, some of the national 
account managers for carriers will sometimes meet with larger subscribers to 
go over new options. However, the options suggested usually are changes that 
reflect a financial benefit to the carrier and require action to be taken by the 
end user. This inquiry also takes the end user's time and also requires that 
the user will have some level of wireless expertise on which to make a decision. 

Also, all billing systems that have been created are in the best interest of 
the carriers to make their billing easier to distribute to end users. The typical 
"bill management" searches reveal creations or enhancements to systems that 
are used by the carrier. Although the message being conveyed is a rate plan 
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analysis, most information provided here is not using a baseline for 
comparison, nor does it have the best interest of the end user in mind. 

Summary of the Invention 
What is needed is a method that capitalizes on the carriers' deficiencies 
and makes them significant business opportunities. The method described 
herein does this in several ways: first, the process focuses on management of 
the business subscribers. The problem is that the subscriber does not have 
the expertise to look at the bill, find the billing error, nor have the mechanism 
to know how to go about fixing it and making sure it is fixed once it has been 
identified. In the present method, errors are easily spotted after a baseline has 
been established. Further, errors are not only fixed, but followed-up on to 
confirm credits have posted. It is important to note that this process takes 
place proactively, so the subscriber is made aware of it without any investment 
of time on the part of the subscriber. 

Second, because of the myriad pricing options, subscribers are often 
unsure about what price plan they purchased, what is included in that plan, 
what features are included, and how the specific plan should look on the bill. 
Establishing the baseline report makes the process more understood. 

Third, because rates are falling, the method described herein may 
include a mechanism to alert a subscriber (again proactively) to a new rate plan 
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that has come out (carriers will often make significant changes to their rate 
plan scheme about every 6 months) which will lower their rates. 

Brief Description of the Drawings 
Figures 1-3 are flow charts demonstrating alternative steps in the 

method described herein. 

Figures 4 and 4A demonstrate an actual comparison of a monthly bill 

from a carrier to the baseline. 

Figure 5 demonstrates an example of a summary report in accordance 

with the embodiment of the present method. 

Detailed Description of the Invention 
The fundamental component of the invention is the baseline template 
report (see Figure 1). The baseline report is the basis for the process and the 
point from which all analysis takes place; it is created in order to manage 
common billing components across all wireless carriers. The baseline is 
derived from the subscriber's account including number of wireless users, their 
minutes of use, calling patterns, coverage requirements and feature needs. 
From this, a template (baseline report) is created to define the best rate plan fit 
to conform to the subscriber's usage. The plan that best conforms to the 
baseline report of usage requirements may be a single rate plan from a single 
carrier. It may be determined that the baseline calls for a plurality of plans 
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from the same and/ or different plan carriers. The baseline report also defines 
what the wireless bill should look like each month. After the baseline is 
created, analysis is conducted both retrospectively each month to compare 
actual usage and billing to the baseline and prospectively to compare the usage 
to other potential rate plans or carriers. 

To be useful across all wireless carriers, the baseline template must 
contain several common denominators. For example, all carriers have access 
fees and measure costs by minutes of use, so these are two mandatory 
components of the baseline template. Further, the baseline must include all 
users denoted by name, phone number and rate plan. It must show the 
minutes of use broken down between any categories of time (e.g. minutes of 
use for peak, off-peak, nights and weekends, etc.). It is also important that any 
additional details of the rate plans with associated costs are documented. This 
will enable the total sum of the fees and services for each person to compare 
directly to the carrier's costs each month. (When the actual bill is compared to 
the baseline each month, it is calculated to match the carrier bill to the penny. 
This not only allows for direct cost and service comparison, but also allows the 
subscriber to pay the bill directly from the baseline statement and never have 
to look at the carrier bill at all). The baseline also needs to have the current 
dates and baseline versions to show any changes that have been made to the 
baseline and the date of the baseline change. (E.g. if the subscriber changes 
the number of users, this will change the baseline. This change needs to be 
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documented in order for the baseline comparisons to be meaningful). The 
baseline needs to show the amount that the account was being billed before 
the management of the account to show financial and time savings for the 
baseline compared to before the baseline was created. Finally, as a key 
measurement of the bill maintenance, the baseline needs to reflect average cost 
per phone and average cost per minute. In actual monthly reports, this 
amount is compared to the baseline report to measure maintenance efficacy. 

Turning now to Figures 2 and 3, there is shown in a flow chart fashion 
the additional steps of the present method. There is noted the comparison of 
actual bills received by the subscriber to the baseline report. If there are 
exceptions to that baseline report, a carrier is notified and credit is requested. 
Subsequent bills are similarly compared to the baseline and tracked for 
accuracy then for confirmation that past credits have been posted. 

A second component of the present method is the comparison of the 
actual monthly bill from the carrier to the baseline (retrospective - see Figures 
4 and 4A). This actual billing template report must show all users in the same 
format of the baseline with current monthly billing totals. This allows for direct 
apples to apples comparison of the monthly bill to the predicted, managed 
baseline. The totals must be separated by user with all detailed costs matching 
the amount of the carrier bill to the penny. This amount owed to the carrier 
needs to clearly illustrated for payment to the carrier by the subscriber. 
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The actual baseline template may further contain a mechanism for 
flagging any exceptions to the baseline. The exceptions may be incorrect billing 
items, or simply an alert to the subscriber that they are going over minutes, are 
receiving roaming fees when their plan does not cover calls in that particular 
area, etc. Any comparison that is different than baseline figures or that causes 
additional charges is considered an "exception" and needs to have the ability 
to be flagged as such. These flags are explained in detail in the "comments 
section", described below. 

An additional field that may be included in the actual bill template is the 
"carrier credit received" field. This field illustrates any credits posted by the 
carrier to the bill from previous credit requests over previous billing cycles. 
This field reconciles the "credits due" section described below. 

The actual template may also contain a section for "Action Items" which 
contains several additional subset components. The first is for credits due. 
This component shows any incorrect billing exceptions to the baseline which 
are indeed billing errors. The carrier is then notified of these errors for 
subsequent billing credits. The credits are tracked on the actual report until 
there is resolution and a credit posted to the account (in the carrier credit 
received field). The credits due should be shown both by subscriber and by the 
total account. 
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The second subset under "Action Items" is a comments field for service 
changes denoting any changes that need to be made on the part of the 
subscriber. This section shows rate plans changes that need to be completed. 

The third subset is comments. This section provides additional 
comments to be made on the account for informational purposes. This section 
annotates any of the flagged items that are exceptions to the baseline, (e.g. if 
there is a roaming charges where one was not projected, the costs are recorded 
as well as where the roaming charges occurred). Based on the comments, the 
subscriber can manage costs. 

Finally, the actual template report may show the actual total amount 
compared to the actual total baseline amount and to the "prior" amount to 
illustrate savings and maintenance efficacy. 

A third component of the present method is a summary report (see 
Figure 5) which illustrates the costs on the account level and compares the 
baseline account cost with the actual account cost and the prior account cost. 
Vital to this summary report is a running total report of savings which shows 
cumulative cost savings (hard cost only) over the period of the service 
agreement. 

The final component of the present method is prospective comparison of 
rate plans to the baseline for future movement into other carriers or other rate 
plans. Historic data is used to compare baseline, actuals and prospective 
plans to determine the best fit for the subscriber. See Figure 3. 



Examples 

The method has identified three distinct groups, for example, that may- 
be managed. The first two are part of the mobile business users market with 
10 or more users. They are the "Super subscribers" and the "Support 
subscribers". The following outlines the segmentation of the three groups: 

Super- service accounts (specific target market) 

Super service accounts are the typical managed account. They are the 
subscribers who want their bills managed completely. This means the bill 
comes first to a third party who will then analyze the bill and manage the 
wireless bill completely. Subscribers will be able to process their payments 
directly from the baseline report at the same time distributing costs correctly 
within the organization. This includes: 

• the monthly baseline report showing all usage by subscriber, 
features and minute charges in one format 

notation of billing errors (incorrect or additional billings) 

submission of corrections to their wireless carrier 

implementation and follow-up for all corrections with the carrier 

flagging of exceptional or erroneous usage 

breakdown of different users by department for billing 

suggestion of new rate plans that will result in a lower monthly cost 

• historical management reports to more effectively use the 
communications process. 
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Support- service accounts (specific target market) 

Support service accounts are the same market as the Super service 
accounts. This group wants help managing the bill, but wants to deal with the 
carrier directly for correction and changes. They will receive the same 
reporting services and the same proposed changes for rate plans and credits; 
however, they are responsible for the implementation of these services directly 
with their carrier. The support subscribers' services include: 

• the monthly report showing all usage by subscriber, features and 
minute charges in one format 

notation of billing errors (incorrect or additional billings) 
flagging of exceptional or erroneous usage 

• breakdown of different users by department for billing 

suggestion of new rate plans that will result in a lower monthly 
cost. 

Self service accounts (non target market) 

This market is the remaining business users who are not part of a 10 or 
more subscriber account. They may be a small business or individual 
business user who is reimbursed by the company for their wireless costs. They 
recognize a need to better manage their bill, but do not need the comprehensive 
service of the entire management process. They may just need an easier way to 
properly determine the costs and necessary credits. 
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The Self service subscribers' services include: 

• the monthly report showing all usage by subscriber, features and 
minute charges in one format 

• notation of billing errors (incorrect or additional billings) 
breakdown of different users 

the idea with the Self service users is for them to have access to an 
easier way for them to manage their own bills. The Bill Police will 
provide the format to the users for their monthly service cost with 
no additional support. If the Self service subscriber needs 
additional support, they will need to upgrade to a support or super 
service subscriber 

An alternative of the method described herein is a web-based database 
that will house the subscriber information and give data to the user. This 
database is created as an internet open source software. 

In this alternative, users' bills are read from the internet or hard copy 
bills and are input by manual data entry into the web database. The billing 
information is then separated out into 1 . Baseline entry and editing for 
baseline management, 2. Monthly statement entry and editing, 3. Consulting 
summary reviewing and proofing, 4. Bill Policing for internal assignments of 
database management, 5. Table maintenance for maintaining rate plan 
databases and 6. Reports to extract data into meaningful information. 

A second alternative of the method invention is spreadsheet paper-based 
reports mailed to subscribers. Here, the bills come directly to a third party site 
and are input by manual data entry into the web database. The billing 
information is input into the baseline originally then input into the "actual" 
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customer statement each month. This is done manually with an excel 
spreadsheet (see Figure 2). Finally, the information is input into the 
"summary report" (see Figure 3) which is mailed hard copy or emailed to the 
customer. 

While the invention has been described with reference to specific 
embodiments thereof, it will be understood that numerous variations, 
modifications and additional embodiments are possible, and all such 
variations, modifications, and embodiments are to be regarded as being within 
the spirit and scope of the invention. 
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